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ABSTRACT 

The Minority Business Export Initiatives Program was 
developed by Harold Washington College and Chicago City-Wide College 
(two schools in the City Colleges of Chicago system) to assist 
minority business owners in developing and implementing international 
business strategies that would strengthen their economic viability 
within today's complex global economy. Prior communication with 
minority busi~ 3ss development organizations revealed that minor. ty 
businesses haa an interest in exporting, but lacked the information 
and specialized skills necessary to. develop an international business 
strategy. In response to these needs, a series of four workshops was 
conducted, focusing on assessment of export potential, use of public 
and private sector resources, export marketing plans, international 
market analysis, the fundamentals of distribution, and payment and 
financing methods for international sales. Another aspect of the 
program was the opportunity for participants to receive individual 
consultation from international business specialists as needed. 
Participants in the program were given information about Harold 
Washington College's Business and International Education Program and 
about the services and programs of other business development and 
international trade organizations. The use of promotional and 
referral services other than chose available within the City Colleges 
of Chicago was a significant factor in the success of the program. 
Appendixes contain a workshop program, recruitment letters, a list of 
participants, workshop evaluation forms and comments, consultation 
session evaluations, and a case study of a minority entrepreneur in 
the telecommunications industry. (JMC) 
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I. Introduction 



The Minority Business Expert Initiatives Program was developed by a 
consortium of two colleges in the City Colleges of Chicago system, Harold 
Washington College and Chicago City-Wide College. The program was designed to 
build upon the international business development iritiatives being carried oit 
by Harold Washington College under its Business and International Education 
Program, and upon the relationships developed by tne Procurement Assistance 
Center of Chicago City-Wide College through its role as a technical assistance 
provider to small businesses. The City Colleges of Chicago system has a 
long-standing commitment to small business development. The Procurement 
Assistance Center of Chicago City-Wide College is a recognized leader in the 
procurement arena. Harold Washington College has built a strong reputation in 
international business and education, and is the only community college in the 
country to receive funding for six consecutive years under the highly 
competitive U.S. Department of Education Title VI, Part B Business and 
International Education Program. Harold Washington College's program currently 
involves the participation of over 30 public and private sector organizations. 

The motivation for the development of this program was the recognitior 
that minority businesses are under-represented in international trade. The 
primary objective of the program was to assist mirority business owners in 
developing and implementing international business strategies so as to 
strenguien their economic viability within today's complex global economy. In 
order to accomplish this objective, the following actions were needed: 

1. Development of a strategy to identify minority businesses with export 
potential . 

2. Development of a strategy to recruit those businesses to participate 
in the program. 

3. Development of a program which would meet the following criteria: 

a. Provide sufficient information and consulting support to 
enable minority businesses to successfully enter the 
international marketplace. 

b. Take into account the length of time needed to successfully 
develop and complete an export transaction. 

c Take into account the time and resources available to 
entrepreneurs to develop their export businesses. 

d. Continue to provide businesses with export development 
assistance after the conclusion of the grant period. 

4. Development of a strategy to identify and recruit the additional 
business partners needed to reach the target market and provide the 
program. 
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In order to maximize the impact of the program beyond the grant period, 
the following actions were needed: 



1. Development of a means to institutionalize the program at Harold 
Washington College. 

2. Positioning Harold Washington College as a leader in international 
business development within the minority business community 

sc that opportunities for continued involvement in the community 
would be enhanced. 

3. Development of a means to communicate what was learned through the 
delivery of this program, and disseminate that information to those 
interested in international business development. 



1 1 . Development of the Program 

The intent of the program was to provide information and offer assistance 
to participants in every aspect of the development and implementation of their 
international business plans. Prior communication with minority business 
development organizations revealed that minority businesses had an interest in 
exporting, but lacked the information and specialized skills necessary to 
develop an international business strategy. Minority businesspersons who had 
considered or attempted exporting found it difficult to locate information and 
assistance in the public sector, and found that the cost of retaining private 
sector consultants to direct their export activity was prohibitive. 

Because of tho business needs notcJ above, it was determined that the 
optimal program would include two components; a series of workshops, and the 
opportunity for participants to receive individual consultation from 
international business specialists as needed* The workshops would provide 
complete information on all aspects of the development and implementation of an 
international business plan. Reference materials and referral information 
would be provided. Further, participants would be given self-paced 
instructional materials at each workshop which would enable them to apply the 
concepts covered in the workshop to the development of their own companies' 
international marketing strategies. This activity would provide the foundation 
for the individual consulting component of the program. Private consulting by 
international business specialists would be made available to program 
participants as needed at their convenience. 

Program Presenter^ 

Two Chicago-area international business consulting firms with which the 
Harold Washington College Business and International Education Program had 
earlier developed business partnerships, Trade Resources, Ltd. and TransTech 
Management Consulting, Ltd. submitted letters supporting t v ie grant proposal in 
which they agreed to develop and present the workshops or: an in-kind 
contribut ion basis, and to provide the consulting component at a reduced rate. 




A representative of another business partner, American National Bank and 
Trust Company of Chicago, participated in the delivery of one of the workshops 
in his area of expertise. The keynote address was given by the International 
Marketing Manager cf Luster Products Inc., a Chicago health and beauty aids 
manufacturer. 

Promotion and Recruitment of Participants 

Although it was initially planned to recruit program participants solely 
from the portfolios of the Procurement Assistance Center of Chicago City-Wide 
College and the Small Business Consulting Service of Harold Washington College, 
it was later determined to be most effectivo to recruit participants from a 
greater number of networks in order to increase the visability of the program 
and maximize business community participation. Therefore, two additional 
co-sponsors of the program were recruited, the Minority Business Development 
Agency (MBDA) of the U.S. Department of Commerce, and the U.S. Small Business 
Administration (SBA). The MBDA agreed to co-sponsor the program and to 
identify and recruit minority businesses with export potential from among 
clients served at their two Minority Business Development Centers in Chicago, 
one operated by Grant Thornton and the other by Burgos and Associates, Inc. 
Marketing specialists at these centers mailed promotional brochures with 
covering letters on their letterheads to clients demonstrating export 
potential • The SBA also agreed to co-sponsor the program and to identify and 
recruit minority businesses with export potential from among companies being 
served at their offices* 

Additional sources of referrals were asked to provide promotional 
assistance and agreed to do so in a variety of ways. The Chicagoland 
Enterprise Center provided a list of their clients with export potential to 
whom a direct mailing was made. The Illinois Department of Commerce and 
Community Affairs agreed to assist in the promotion of the program through its 
Small Business Development Center Network and to distribute promotional 
brochures to client minonty businesses with export potential. The Chicago 
Association of Neighborhood Development Organizations (CANDO) mailed brochures 
to service providers in their network. The Cosmopolitan Chamber of Commerce 
mailed brochures to minority businesses on their mailing list. The SBA and the 
Chicago Regional Purchasing Council provided their minority business mailing 
lists* The Chicago Association of Commerce and Industry transmitted program 
information through their network and made brochures available at their office. 
The Milwaukee Enterprise Center at Milwaukee Area Technical College provided 
the mailing list of participants in their "Link Up For Success" conference. A 
listing of Chicago's leading minority businesses provided oy Crain's C hicag o 
Business was used in a direct mailing. Brochures were also given to Task Force 
and Advisory Board Members of the Business and T nternational Education Program 
of Harold Washington College so that they might . efer potential participants. 

Approximately 1000 promotional brochures were distributed as indicated 
above. Additionally, brochures were placed at a number of locations where 
potential participants would have access to them. These sites included the 
following: The International Trade Administration Office of the U.S. 
Department of Comnerce, The Small Business Administration, The Minority 



Business uevelopment Agency and its two Minority Business Development Centers 
in Chicago, the ^mal 1 Business Assistance Bureau and the International Business 
Division of the Illinois Department of Commerce and Community Affairs, The 
Chicagoland Enterprise Center, Tne Cosmopolitan Chamber of Commerce, and the 
Chicago Association of Commerce and Industry. Press Releases were sent to the 
business press and to minority newspapers as well as to television and radio 
stations. Please see Apoendix A for copies of the promotional brochure and 
other promotional materials. 

Over 40 minority businesspersons registered for the program in advance of 
the first workshop. Some of the registrants were referred by the following 
organizations: The Small Business Consulting Service at Harold Washington 
College, The Procurement Assistance Center at Chicago City-Wide College, The 
Minority Business Development Centers, The Chicagoland Enterprise Center, The 
Milwaukee Enterprise Center, The U.S. Department of Commerce : The Chicago 
Association of Commerce and Industry, The Chicago Regional Purchasing 
Council, The Illinois Department of Commerce and Community Affairs, and Chicago 
State University, Other registrants received direct mailings through the 
Chicago Association of Neighborhood Developmenc Organizations and the 
Cosmopolitan Chamber of Commerce. Others responded to Press Releases which 
appeared in the Minority Entrepreneur newspaper and the Mi nori ty Business 
Review, or heard about the program* from a friend or business associate. 



III. The Workshop Component ^ 

The workshop component of the program consisted of a series of four 
monthly workshops held cn Saturdays from 9:00 a.m. - 1:00 p.m. All workshops 
were presented by Lawrence H. Rubly, Managing Partner, TransTech Management 
Consulting, Ltd. and Laura Spingola. President, Trade Resources. Ltd. In 
total, 67 minority businesspersons participated in the workshop scries. 
Certificates of completion wore awarded to 21 participants who attended three 
or more workshops. 

Slightly more than half of program narticipints were manufacturers, 
contractors, professional service providers, or distributors of various types 
of products. Almost one-third of participants were not currently in business 
for themselves but were exploring the possibility of establishing their own 
export business. Approximately 15 percent of participants represented 
non-profit organizations providing services to small businesses who wanted to 
learn about international business development to better serve their clients. 
Two-thirds of participants indicated that they had attended a workshop or a 
seminar on international trade within the previous 12 months. 

Please see Appendix B for information on the product lines of participant 
manufacturers and distributors, and the types of services provided by 
participant service providers. 

Workshop One 

Thirty-four businesspersons attended the first workshop which was held on 

Saturday, January 28, 1989. The workshop was designed to provide participants 

with an introduction to exporting. After Lourdene Huhra of Harold Washington 



College welcomed participants and provided a brief introduction of the program 
goals and format, the Regional Director of the Minority Business Development 
Agency, David Vega, and the Director of the Procurement Assistance Center of 
Chicago City-Wide College, Patsy Mull ins, made brief presentations describing 
the services provided to businesspersons by their organizations. The keynote 
address was then delivered by Reginald Maynor, International Marketing Manager 
of Luster Products Inc., a manufacturer of health and beauty aids products 
located in Chicago. In his address entitled "Successful Minority Business 
Exporters: Add your Company to the List", Mr. Maynor described the development 
of Luster Products' international markets, and the strategies and principles 
which guide their international business activities. He then answered a .umber 
of questions from participants. 

The content of the workshop included assessment of export potential, 
utilization of public and private sector resources and elements of an export 
marketing plan. For further information, please see the workshop agenda in 
Appendix C. At the conclusion of the workshop, participants were invited to 
sign up for private consultations with either or both of the workshop 
presenters after lunch and/or at their convenience. 

Evaluation forms were completed by 25 participants at the conclusion of 
the workshop. All of the evaluations were very favorable. For a summary of 
the responjes, please see Appendix C. 

Subsequent to workshop one, sixteen additional minority businesspersons 
asked to participate in the program, having learned of it from friends und 
business associates. 

Reminder postcards were mailed to participants one week prior to workshop 

two. 

Workshop Two 

Forty-one businesspersons attended the second workshop which was held on 
Saturday, February 25, 1989. Of this number, 21 had not previously 
participated in the program. With one exception, it can be stated that the 14 
participants from workshop one who did not return did not represent businesses 
with significant export potential. Among the 21 participants who were new, 
however, were at least eight businesses with significant potential to export 
successfully. 

Workshop Two covered international market analysis. Topics included the 
development of international marketing skills, competitive analysis, how to 
prioritize markets, use of foreign trade leads and export pricing. A videotape 
entitled "The Dollars and Sense of Exporting", produced by the U.S. Department 
of Commerce, was shown. For more information on the workshop, please see the 
agenda in Appendix C. At the conclusion of the workshop, participants were 
invited to sign up for private consultations after lunch and/or at their 
convenience. 

Evaluation forms were completed by 39 participants at the conclusion of 



the workshop. All of the evaluations were very favorable. For a summary of 
responses, please see Appendix C. 

Reminder postcards were mailed to participants one week prior to workshop 
three. 

Workshop Three 

Thirty-three busi nesspersons attended the third workshop whic' was he^d on 
Saturday, March 18, 1989. Of this number, eight were new to the program. 

Workshop Three covered the fundamentals of distribution. Topics included 
methods of entering a foreign market, locating, evaluating and utilizing 
domestic and foreign marketing intermediaries , and shipping and insuring 
international sales. For more information on the workshop, please sec the 
agenda in Appendix C. At the conclusion of the workshop, participants were 
invited to sign up for private consultations after lunch and/or at their 
convenience. 

Evaluation forms were completed by 23 participants at the conclusion of 
the workshop. All of the evaluations were very favorable. For a summary of 
responses please see Appendix C. 

Reminder postcards were mailed to participants one week prior to workshop 

four. 

Workshop Four 

Twenty-two businesspersons attended the final workshop which was held on 
Saturday, April 29, 1989. Of this number, three were new to the program. 

Workshop Four covered payment and financing methods for international 
sales. Scott M. Baranski , Vice President and Manager of the International 
Division of American National Bank and Trust Company of Chicago, was asked to 
participate in the workshop in order to provide participants with a commercial 
banker's perspective. Topics included preparation of pro forme invoices, 
methods of payment and documentation requirements, the Letter of Credit payment 
process, and the export finencing methods and programs currently available. 
Por more information, please see the workshop agenda in Appendix C. At the 
conclusion of the workshop, participants were invited to sign up for private 
consultations after lunch and/or at their convenience. 

Evaluation forms were completed by 21 participants at the conclusion of 
the workshop. Additionally, participants were asked to evaluate the 
effectiveness of the entire workshop series in meeting participant and program 
goals. All of the evaluations were very favorable. For a summary of 
responses, please see Appendix C. 



IV. The Consulting Component 

Eighteen businesspersons, or 27% of participants, took advantage of the 
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consulting component of the program. A total of 96 individual appointments and 
telephone consultations were he^d. Businesspersons chose the consultant with 
whom they wished to work, and scheduled appointments directly with the 
consultant at mutually convenient times and locations. The consultants 
provided monthly written progress reports to the Project Director for review. 

Businesspersons were provided assistance with all activities needed to 
develop and implement their export marketing plans. The role of the consultant 
was instructional as well as expert, participants were expected to perform most 
of the necessary research and marketing activities on their own under the 
guidance of their consultant. When necessary, additional referrals were 
suggested and introductions were made. 

The consulting support provided to participants was tailored to the 
individual company's international business objectives. Actions ranged from 
providing assistance with collection of an account receivable in order to 
finance export development, to placing an advertisement with a worl iwide 
electronic bulletin board for a participant's product. Proprietary 
considerations do not permit extensive description of participants' export 
development activities; however, the following summaries should give the reade^ 
some idea of the accomplishments of participants as a result of the program. 

A. A telecommunications consultant came into the program with the 
objective of developing a market in the Caribbean for her specialized 
consulting services. Market research revealed a need for products 
which would prevent the extensive ' amage to the telephone system 
caused by hurricanes. The businessperson then sought and located a 
U.S. manufacturer of such a product, and entered into an agreement to 
act as the manufacturer's representative for the product. In 
addition to the Caribbean, she is now developing markets for the 
same product in Canada and in Taiwan. 

B. A construction contractor came into the program with a letter of 
interest from the government of an African country requesting that 
she submit a proposal for the installation of sewers. She had not 
responded for several months, as she feared that working in Africa 
would be too complicated. After determining that the interest on the 
part of the African government continues to be strong, the 
businessperson was assisted in developing and submitting the 
proposal. She is now preparing to go to Africa for the final 
negotiations. 

C. A manufacturer of hair care products for dark-complected persons had 
been active in traditionally wel 1 -developed markets in West Africa 
and the Caribbean. Through the program, the scope of activities has 
been expanded to develop markets in Canada and Korea. 

D. A retailer of gift and nove 1+ y items found a product which she 
believed would have great potential in her native country, the 
Philippines. Through her contacts there, she developed a plan 
fo r distribution. Through the program, she was assisted in 
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determining export price and in developing a promotional 
strategy to support her sales effort. 

At the conclusion of the grant period, businesspersons who had taken 
advantage of the consulting component were asked to complete an evaluation. 
Participants indicated a high degree of satisfaction with the consulting, and 
perceived it to be more valuable than the workshop component alone in the 
development of their international business capability. For a summary of 
responses to the evaluation, please see Appendix D. 

Participants who did not avail themselves of the opportunity to obtain 
consulting and those who initially requested consulting but did not continue 
were questioned informally as to why they did not do so. Several participants 
indicated that they were still in the process of developing their readiness to 
export. Others indicated that the demands on them as entrepreneurs did not 
leave them sufficient time or financial resources to make a commitment to 
exporting at this time. These businesspersons were encouraged to continue to 
participate in the programs offered by the Harold Washington College Business 
and International Education Program. 



V. Actions Which Extend the Impact of the Grant 

T' roughout the grant period, participants were given information about 
services and programs of other business development and international trade 
organizations. During May 1989, which was designated as World Trade Month by 
the federal government, participants were provided a full calendar of statewide 
international business activities. Participants were offered special 
incentives to enroll in two advanced international business seminars offered by 
the Harold Washington Colleg3 Business and International Education Program, and 
six participants did so. Participants were also sent direct mailings for two 
international business conferences which were co-sponsored by Harold Washington 
College. Participants 1 names were given to several international trade 
organizations in the Chicago area for their mailing lists, so that participants 
would continue to receive timely information about international business 
activities and programs in Chicago in addition to those offered by Harold 
Washington College. 

Throughout the grant period and at its conclusion, participants were 
provided information about the activities of the Harold Washington College 
Business and International Education Program which were available to them. 
This program, established in 1984. provides international business education 
and training, for the Chicago-ar^a business community. The program receives 
support from a variety of sources including a grant from the U.S. Department of 
Education under Title VI B, and economic development funds appropriated by the 
State of Illinois. The program also receives generous in-kind contributions 
frorc Chicago-area businesses and public sector organizations. Components of the 
program inciude the following: 

1. Small Business Consulting Service 

Through this service, small business clients are assisted in entering 
the global marketplace through individual consulting support provided 
at no charge by Chicago-area international trade specialists. 
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2. Non-credit courses, seminars and workshops 

A variety of courses, seminars and workshops on introductory and 
advanced international busines, topics are offered through the 
the program by international business practitioners. Programs are 
held in the evening and on Saturdays for the convenience of 
Chicago-area residents. 

3 . Associate Jegree and Certificate Programs in International Business 

These progr^s, developed with the assistance of some of Chicago's 
leading bu^.ness practitioners, provide students with the 
perspectives, skills and competencies needed to function effectively 
in domestic and international private and public sector 
organizations. 

4. International Business Speakers Bureau 

Prominent international business leaders have volunteered their 
time to speak to injividuals and groups on a variety of 
international business topics. 

Minority bL^inesspersons who were initially referred to the grant program 
but did not a :end were sent a direct mailing for a six-week non-credit 
course, "Fundamentals of International Business," offered through the Harold 
Washington College Business and International Education Program. Brochures for 
this course were taken to individuals and organizations providing services to 
minority businesses who once again agreed to orovide assistance with promotion 
and referral. Brochures were also sent to program participants, with a request 
that they refer friends and business associates. 

VI. Evaluation 

Fol.vWing are the objectives which were developed for the program 

1. Identify small minority-owned businesses with export potential. 

2. Provide a comprehensive service for a select group of firms 
demonstrating the s rongeur, export potential. 

3. Act as a referral service for small minority-owned businesses 
beginning to export or expanding export markets. 

4. Continue to work with Chicago-area organizations to promote exporting 
by minr ~ity-owned businesses. 

Each of these objectives has been met. 
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The most significant factor in meeting these objectives was the decision 
to use a variety of promotional and referral sources other than those available 
within the City Colleges of Chicago system. This decision made it necessary to 
strengthen existing partnerships with Chicago-area agencies and organizations 
and to develop new partnerships where none had existed previously. This 
effort, therefore, positioned our Colleges within the international busines: 
development market as leaders in providing such services to the minority 
business community. 

The i • *rt of the use of additional business partnerships cn the success 
of thp program can be demonstrated most quantitatively on objecti-e one, the 
identification of minority businesses with export potential. Through the 
cooperation of our business partners, the same strategies employed by Harold 
Washington and Chicago City-Wide Colleges to recruit clients from our own 
portfolios were used by other service providers to reach into many of Chicago's 
minority business networks. These service providers were well -positioned to 
screen, qualify and recruit their own clients, and, as a result, the program 
was promoted more effectively than we alone could have done. Therefore, 
additional qualified businesspersons were identified and recruited. 

Evidence of the achievement of the second objective, to provide a 
comprehensive service for a select group of firms demonstrating export 
potential, is provided by participants' evaluations of the quality of both 
components of the program, the workshop series and the individual consulting, 
as well as through an examination of the accomplishments made by oarticipants 
who are actively engaged in the implementation of their international marketing 
plans. Each participant who has continued to receive consulting is active in 
at least one international market, although, to date, • c cannot yet report a 
dollar value of sales in these markets. These companies have strongly 
emphasized that they would not be in these markets without the assistance 
provided through this program. 

The decision to involve other organizations and agencies also contributed 
to the achievement of objective three, the development of the capability to act 
as a referral source for minority businesses. The strengthening of existing 
partne* ships and the development of new ones enhanced our capability to provide 
appropriate referrals, not only in terms of increasing our awareness of 
services and specialized expertise available in the market, but also in 
increasing our capability to recruit specialists to assist our clients when 
needed. This capability can be demonstrated through the example of a program 
participant, who needed a means of repatriating funds legally from an African 
country when prohibited by U.S. regulations from doing so directly. Through 
our existing network of partners, we were able to quickly find an attorney 
working in both countries who was willing to provide assistance. 

Securing the cooperation of other organizations and ager es in order to 
effectively deliver the program contributed to our achievemer )f objective 
four, development of the opportunity to work with other orgar itions to 
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continue to promote exporting in the minority business community. Because 
of the involvement of so many community organizations in the delivery of this 
program, the visability of the Harold Washington College Business and 
International Education Program was enhanced. This has resulted in increased 
referrals to all components of the program. The awareness of the success and 
impact of the program also enhanced the reputation of the program, and, 
therefore, other organizations and agencies have indicated great interest in 
continuing to work with us. 

Businesspersons who were receiving consulting services at the conclusion 
of the grant period have now become clients of the Small Business Consulting 
Service of the Harold Washington College Business and International Education 
Program, and continue to receive consulting. Other businesspersons who were 
not actively involved in the consulting component at the conclusion of the 
grant period have been assured that services will be available through the 
Harold Washington College Program when they are prepared to resume their 
international business activities. 

VII. Recommendations 

The experience gained from the design and delivery of this export 
development program for minority businesses enables us to offer the following 
recommendations to community college business service providers who have an 
interest in facilitating exporting by their small business clients. 

1. Community college business service providers should develop a basic 
working knowledge of international business. This knowledge will 
assist them in designing an export development program, 

as well as in gaining an understanding of the complexity of 
the international marketing process and the level of expertise needed 
to successfully facilitate an export transaction. The process of 
developing a basic understanding of international business will also 
lead service providers to individuals within the international 
business community who can later be recruited as business partners. 

2. Effective business partnerships with members of the public and 
private sectors should be developed in advance of planning a program. 
As indicated earlier, our use of business partners significantly 
contributed io the success of our program, and it is clear that we 
could not have delivered the same program without them. Many of 
these partnerships had been developed by our Colleges some years 
earlier, but other partners enthusiastically entered into 
partnerships with us for the first time in order to participate in 
this program. Once partnerships are in place, they become an 
invaluable resource anc contribute significantly to the growth of a 
program. 

3. When developing an international business program, make certain that 
the services to be offered are consistent with the expertise and 
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resources available. For example, we could not have offered a 
consulting component within this progr*^ if we had not had the 
contributions of partners who are experienced international business 
consultants. If the program had not contained this consulting 
component, we could not have marketed it as a comprehensive export 
development program to assist the businessperson in all aspects of 
the development and implementation of an international business plan. 
When resources and expertise are limited, it is possible to offer 
services such as a lecture, an introductory course, or a specialized 
seminar taught by a business partner. 

Whatever the role of the business partner, it is the community 
college business service provider who must maintain full 
responsibility for the delivery of service. This responsibility 
includes the setting of course or program objectives, the development 
of the marketing and promotional strategies, the delivery of the 
course or program, the evaluation process, and the resolution of any 
difficulties which may develop. 

In designing export development programs, be aware of the needs of 
small businesspersons and the constraints on entrepreneurs as they 
develop their international business capability. The most visible 
constraints are those on human and financial resources. Even in 
large corporations with international departments, the development of 
an e/port market takes much longer than the development of a new 
domestic market. Small businesses, managed by single entrepreneurs, 
will rightfully view the performance of their domestic business as 
their top priority. They may not be able to consistently devote 
sufficient time and energy to the development of their export 
marketing strategy. In general, the capital available internally to 
small businesses to finance their international business development 
is limited. To compound this limitation, it is more difficult for 
small businesses to qualify fo; many financing programs available in 
the market. 

Many small businesses are not aware of the complexities inherent in 
developing an international market. A case study of a minority 
entrepreneur's initial unsuccessful venture into international 
business appears in Appendix E. This study provides some 
understanding of the manner in which many small businesses view 
exporting. It is necessary to dispel many misconceptions 
immediately, so that entrepreneurs can decide whether they have the 
resources and capabilities needed to begin a lengthy export 
development process. We addressed this idea directly in our first 
workshop, with the objective of giving entrepreneurs a realistic 
impression about the level of commitment needed to develop an 
international market. As a result, we lost 21 percent of our total 
participants. However, other participants were appreciative of the 
realistic tone of the presentation, and, as a result, were able to 
develop fairly accurate timetables for their activities. 



16 



In view of the skills and amount of time needed by a small business 
to develop an international presence, a College must take a long-term 
perspective when initiating international business development 
programs. Participants in our program expressed appropriate concern 
about the continuity of services after the conclusion of the grant 
period. Participants also made requests for more specialized courses 
and seminars once they had mastered the fundamentals. Publicity 
about the program resulted in inquiries and requests for enrollment 
in the next series. Therefore, the College can maximize its 
immediate efforts by having a long-term strategic plan in place. 
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Headline: Unique Opportunity Available to Chicago-area Minority 
Businesses 



Chicago-area minority business owners have a special 
one-time opportunity to learn to increase their profits through 
exporting. A unique program entitled "Minority Businesses: 
Doing Business with the World" will be presented in Chicago at 
no cost on a first-come, first-served basis, beginning January 
28, 1989. Special funding by the Sears-Roebuck Foundation 
through the American Association of Community and Junior 
Coi leges/Association of Community College Trustees Keeping 
America Working Project makes this program possible. 

The program consists of four practical workshops and private 
consultations with international business specialists. The first 
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be Mr. 
Luster 
their 
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workshop will be held on Saturday, January 28, 1989 Prom 9 
- 1:00 p.m. at Chicago City-Wide College, 226 W. Jackson 
Room 401. A featured speaker at the first workshop will 
Reginald Maynor, International Marketing Manager. 
Products, Inc. Participants in the program will assess 
potential for successful exporting and will learn how to export 
successfully. They will also have the opportunity to work 
side-by-side with international business consultants to develop 
and implement an international marketing plan for their 
companies. 

The program workshops and private consultations will be 
given 'jy Mr. Lawrence Rubly, Managing Partner, TransTech 
Management Consulting Ltd. and Ms. Laura Spingola, President, 
Trade Resources Ltd.. The Program was developed by the Business 
and International Education Program at Harold Washington College 
and the Procurement Assistance Center of Chicago City-Wide 
College. For more information call Lourdene Huhra at (312) 
984-2873. 
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On* of the City Colleges of Chicago 



Letter sent to clients by the Minority Business Development Centers 
and the Procurement Assistance Center 



Dear : 

Did you know that ninety-five percent of the world's population and 
two-thirds of its total purchasing power are located outside of the United 
States? 

Companies with products similar to yours are already successful in the 
international marketplace. In fact, small businesses currently comprise 
more than half of all U.S. exporters. 

If you are not exporting, it may be because you lack the information you 
need. You may believe that the international market is too complicated, 
with too many problems and too much "red tape". 

Now, for the first time in Chicago, this essential information is available 
to you as a minority b> siness owner through a special program entitled 
"Minority Businesses: Doing Business with the World", which is funded by 
the Sears-Roebuck Foundation. In four practical down-to-earth 
workshops, you will receive all the information you need to determine the 
export potential of your products and how to begin th^ export process. A 
unique feature of this program is the opportunity to work side-by-side with 
an international business consultant to develop an export marketing plan 
for your company. 

Because of the special funding, this program will be presented in Chicago 
on a one-time basis at no cost for a limited number of participants 
beginning January 28, 1989. 

T helieve that the program "Minority Businesses: Doing Business with the 
World" is worthy of your consideration and I urge you to review the 
information enclosed. 

This unique opportunity can only be guaranteed to businesses responding by 
Tuesday, January 17, 1989 . 

If you have any questions, call Lourdene Huhra , Associate Director, 
Business and International Education at Harold Washington College at 
(312) 984-2873 . 

Sincerely, 
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\tl\ORII\ 131 SIStSStS: 



DOING BUSINESS WITH THE WORLD 



THIS IS TO REMIND YOU 
of our second workshop 

Saturday, February 25 
Chicago City-Wide College 
226 W. Jackson, room 401 

We'd like to begin 
promptly at 9:00 am. 

Questions? Call me 
at 084-2873. 

I'm looking forward to 
seeing you again. 




HRR0L0 

uiflSHincron 

COLLEGE 

BUSINESS AND INTERNATIONAL EDUCATION 
30 EAST LAKE STREET CHICAGO, ILLINOIS 60601 
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Appendix B 



Participants included manufacturers of the following: 

-pharmaceuticals (3) 
-food services and vending products 
-custom wood products and molding 
-plastic products 
-Black-American greeting cards 
-loose leaf binders 
-construction supplies 

Participants included providers of the following types of services 

-general business consulting (2) 
-telecommunications consulting 
-construction 

-transportation management 
-specialized computer software 
-computer training 
-financial services 

Participants included distributors or the following: 

-various products (6) 

-clothing (4) 

-food products (2) 

-electronics (2) 

-vinyl products (2) 

-promotional products (2) 

-hospital products 

-medical supplies 

-frozen bakery goods 

-agricultural products 

-health care products and equipment 

-wine 

-leather and bedding 
-office products 
-tv programs 
-computer diskettes 
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WORKSHOP ONE 
JANUARY 28, 1989 

AGENDA 



I . Welcome 

II. Program Introduction/ Goals and Format 

III. Remarks by David Vega, Regional Director, Minority Business 
Development Agency 

IV. Remark? by Patsy Mullins, Director, Procurement Assistance 
Center^ Chicago City-Wide College 

V. "Successful Minority Business Exporters: Add Your Company 
to the List" 

Reginald Maynor, International Marketing Manaqer, 
Luster Products, Inc. 

VI. Brief introductions by program participants 

VII. Reasons to consider exporting 

VIII. Resources needed for success 

IX . Self -Assessment 

X. Considerations in developing an export marketing plan 

XI. Public and private sector resources: How to evaluate and 
utilize them 

XII . Conclusion 

XIII. Evaluation 
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WORKSHOP TWO 
Feb; jxy 25, 1939 



AGENDA 



L Introductory Remarks 



Lourdene Huhra 



II. How To Extend Your Marketing Skills 
Into The Global Arena 



Laura Spingola 



III. How To Analyze A Foreign Market 
And Your Competitors 



Lawrence Rubly 



IV. Break 

V. How To Prioritize Your Target Markets 



Laura Spingola 



VI. How To Obtain, Qualify And Follow-Up 
On Foreign Trade Leads 



VII. Export Pricing 



Laura Spingola 
Lawrence Rubly 



VIII. Conclusion 



IX. Evaluation 
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WORKSHOP THREE 
March 18, 1989 

AGENDA 

I. Introductory Remarks Lourdene Huhra 

II. Methods of Entering a 

Foreign Market Laura Spingola 

III. How to Choose the Optimal 

Method of Entry Laura Spingola 

IV. Break 

V. How to Locate, Evaluate and 

Utilize Marketing Intermediaries Lawrence Rubly 

VI. How to Shio a d Insure 

International Sales Lawrence Rubly 

VII. Conclusion Lourdene Huhra 

VIII. Evaluation 
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WORKSHOP FOUR 
April 29, 1989 

AGENDA 



1. Introductory Remarks 



II. How to Prepare a Pro Forma Invoice 
for an International Sale 



III. Methods of Payment and Documentation 
Requi rements 



IV. Letters of Credit 



V. Various Approaches To Export 
Financing 



VI. Conclusion 



VIII. Evaluation 



Lourdene Huhra 
Laura Gpingola 

Lawrence Rubly 
Lawrence Rubly 

Scott M. Baranski 
Lourdene Huhra 
Lourdene Huhra 




WORKSHOP ONE 
EVALUATION 



An t ipotl Drw'jpflwAt Pfog'*"i 'of 
Ch«*tf*A»fi Minority Ru*tn*ss^ 



1. Program Content: The amount of material presented in this workshop was: 

0 Too Much 23 3ust Right _2 Not Enough 

2. Program Presentation: The presentation of the workshop was well- organized and 
easy to follow. 

25 Agree Q Uncertain Q Disagree 

3« Program materials: The written materials used in the workshop are: 
21 Very useful 4_ OK _o_ Not Very Useful 

Workshop Length: The workshop length (four hours) was: 
2 To ° Lon 8 22 Just Right l Too Short 

5 * Objectives: The workshop met my objectives lor coming. 

24 Agree 1 Uncertain Q Disagree 

I intend to continue to participate in the program. 
24 Yes l Uncertain j0_ No 

£• Overall Reaction: In general, this workshop was: 

14 Excellent 11 Good 0_ Average 0 Fair 0 Poor 

Comments: 



Suggestions: 



THANK YOU. 
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Suggestions f rom Wor kshop One Evaluations 

- I'm also interested in importing certain products for my 
current business. 

- Continue. 

- More help for independent (individual) exporters - talk a 
little bit on import. 

- Excellent. Keep offering classes of information. 

- Handicap parking and van parking is in short supply, 
especially near the facility. 

- Visual aids gives a greater impact. FICA has a great visual 
aid presentation. 

- Bring in overseas reps. Tell "horror stories" of problems to 
help us avoid them. 

- Be optimistic. Yes a small business can export if you plan. 

Comments from Workshop On e Evaluation 

- I appreciate the opportunity to learn how, when and where to 
export. 

- Very good presentation - well organized. 

- 3 hour sessions. 

- The format with consulting time afterward is very good. 

- The program has helped me decide on import and export in the 
future. I know where to resource, and it will be an asset to 
the business I decide later to enter. 

- The panel discussions and question and answer format is great. 
Exchange of information was very useful. Participant mix is good. 

- More participation by students. I could use some of their services/expertise. 

- Looking forward to more of the same (After the most positive evaluation 
responses) . 

- Very informative. 

- Thank you. 
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WORKSHOP TWO 
EVALUATION 



1. Program Content; The amount of material presented in this workshop was: 
Too Much 33 Just Right 6_ Not Enough 

2 - Program Presentation: The presentation of the workshop was well-organized and 
easy to follow. 

37 Agree 2 Uncertain Disagree 

3 - Program materials: The written material? used in the workshop are: 
___27 Very useful _12_ OK Not Very Useful 

*• Workshop Length: The workshop length (four hours) was: 
4 Too Long 31 Just Right 4 Too Short 

5. Objectives: The workshop met my objectives for coming. 

35 Agree 3 Uncertain 1_ Disagree 

I intend to continue to participate in the program. 

38 Yes 1_ Uncertain No 

6 * Overall Reaction: In general, this workshop was: 

_20_ Excellent _18_ Good 1 Average Fair Poor 

Comments: 



Suggestions: 



THANK YOU. 
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Comments from Workshop Two Evaluations 

I want to learn as much as possible 
Good Show 

Especially rewarding because the quality of information and level of 
presentation are very high 

Materials emphasize manufacturing exports 

A workshop everyone in Illinois should be involved with 

Please summarize trade leads resource information in a handout 

Give certificates to those who complete three or more sessions 

Video was informative 

Good Job 

Consultants well-informed. Seminar well put together 

Can we have some case studies? (Representatives come in and give personal 
pro/con experience?) 

Thank you. It's very informative. I am grateful indeed. 
Good presentation overall. 

Too many references without enough data to participants. 
Speakers were very good. 
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Suggestions from Workshop Two Evaluations 



- Would like to know how to function as a broker or inter, _Jiarv. 

- Keep up the good work, 

- Provide handicap parking and van parking near the facility. 

- Provide a newsletter for participants giving a brief biographical sketch, 
their current or future business. Promote more networking. 

- Also get participants to bring brochures and product lists to share. Get some 
to bring product samples. Do a special trade program during the last 
workshop. 

- Talk more about products that are doing well overseas. 

- Make available more materials. 

- More videos, rrore materials, samples of on-line reports or trade journal 
excerpts. 

- Give the Dept. of Commerce some credit. If people know what they want, the 
DOC can be very helpful. 

- Need more information on groups-government associations that can assist in the 
overall endeavor. 

- Furnish more documents on international trade such as up-to-date markets, 
buyers, vendors, etc. 

- Provide more visual presentations as aids. 

- Have photocopies available as an outline for lectures. Note-taking is a 
pain and handouts would be nicer. 
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An Export OcvHopment Program lor 
Ch« agoAff 4 Minority Buiineitrv 



WORKSHOP THREE 
EVALUATION 



Program Content; The amount of material presented in this workshop was: 
_L To ° M u c h 2SL- ^ust Right _2_ Not Enough 

2# Program Presentation; The presentation of the workshop was well-organized and 
easy to follow. 

?n Agree ^ Uncertain Disagree 

3 » Program materials; The written materials used in the workshop are: 
ift Very useful q OK Not Very Useful 

*• Workshop Length: The workshop length (four hours) was: 
o To ° Long ? n Just Right l Too Short 

5. Objectives: The workshop met my objectives for coming. 

?f) Agree 3 Uncertain Disagree 

I intend to continue to participate in the program. 
9? Yes 1_ Uncertain No 

6. Overall Reaction; In general, this workshop was: 

15 Excellent 8 Good Average Fair Poor 



Comments: 



Suggestions: 



THANK YOU. 



COMMENTS FROM WORKSHOP THREE EVALUATION 



Ask presenters not to refer to lists/charts/graphs that are not in our package 
of materials 



Great workshop 



This is my first seminar - I am sorry I didn't find out earlier. Look for- 
ward to next session. 



Sem'^ar was informative 
Very Good 

I appreciate your efforts to bring this information to us. Sometimes it is too 
basic. I didn't come down here to be told that competition is healthy. 

Keep up the good work 
Enjoyed the workshop 

SUGGESTIONS FROM WORKSHOP THREE EVALUATIONS 

Would like to see more of the written word as pertains to graphs, surveys and 
statistics 

More materials if possible 

Cut number of hours by 1/3, schedule sessions closer together, give reading 
assignments between sessions 

Maybe twice a month for 2 months would permit continuity and retention of 
information 
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WORKSHOP FOUR 
EVALUATION 

1. Program Content: The amount of material presented in this workshop was: 
Too Much iq J ust Right ? Not Enough 

2. Program Presentation: The presentation of the workshop was well -organized and 
easy to follow. 

20 A gree i Uncertain Disagree 

3. Program materials: The written materials used in the workshop are: 

18 V ery useful 3 O K Not Very Useful 

4. Workshop Length: The workshop length (four hours) was: 

3 T oo Long is J ust Right ? T oo Short 

5. Objectives: The workshop met my objectives for coming, 

91 A gree Uncertain Disagree 

6. Overall Reaction: In general, this workshop was: 

17 E xcel 1 ent 4 G ood Average Fai r Poor 



Comments: 



Suggestions: 



COMMENTS FROM WORKSHOP FOUR EVALUATIONS 
Good workshop - very well organized 
Very organized 

Need copy of notes or at least high points since I can't write as fast as they 
talk. Present notes don't have enough details 

Please have more quality programs like this one 

Excel lent ! 

Very informative, happy to be a part 

SUGGESTIONS FROM WORKSHOP FOUR EVALUATIONS 

Please sponsor more seminars 

Wish to have more seminars like these 

Would like more instruction on export documentation 

More of these 

Please continue the good work 
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PROGRAM EVALUATION 



1. The program increased my knowledge about international trade. 

19 Very Much 2 Somewhat Slightly 

Not at all 



2. I am more likely to engage in exporting as a result of this 
program. 

13 S trongly Agree 5 A gree ' l U ncertain 

Disagree Strongly Disagree 

2 D oes Not Apply (for service providers, etc.) 



3. The program increased my awareness of the resources 
available to Chicago-area businesses. 

15 Very much 5 Somewhat i Slightly 

Not at all 



4. In ge.ieral , this program met my objectives. 

14 Strongly Agree 7 A gree Uncertain 

Disagree Strongly Disagree 



5. I would recommend this program to a friend or business 
associate. 

20 S trongly Agree 1 A gree Uncertain 

Strongly Disagree Disagree 



COMMENTS: 



Please give us your suggestions for future program topics. 
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COMMENTS FROM PROGRAM EVALUATION 

I've enjoyed being a part of this program 
Very well done 

This has been an excellent program, outstanding instruction, well organized 
program 

Great 

Couldn't you expand the course? Or add a course in marketing? 

I am glad that this program is offered through this institution. It *s a 
tremendous asset to the business community. 



SUGGESTIONS FOR FUTURE PROGRAM TOPICS 

Cultural, language and customs impact on export products 
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Appendix D 
CONSULTING EVALUATION 



Please check the response that most closely rejects your opinion, 

1. The consulting sessions helped me in developing my export marketing 
plan. 

Very much 87.5% Somewhat 12.5% 

Not very jr.uch Not dt all 



2. A consulting component should be included in all export development 
programs . 

Strongly Agree 87.5% Agree 12.5% 

Uncertai n Di sagree 

Strongly Disagree 

3. I could have made the same amount of progress with the workshop prog 
alone. 

Strongly Agree Agree 12.5% 

Uncertain 25% Disagree 62.5% 

Strongly Disagree 

Please evaluate the consul tant(s) you worked with using the following 
responses: 

SA - Strongly Agree D = Disagree 

A = Agree SD = Strongly Disagree 
U = Uncertain 

The consultants provided Strongly Agree 69% 

advice that was useful and Agree 23% 

appropriate to my particu- Uncertain or Below 8% 

lar business situation. 

The consultants were respon- Strongly Agree 58% 
sive 10 my needs and Agree 33% 

questions. Uncertain or Below 8% 

The consultants are know- Strongly Agree 77% 

ladgeable in the field Agree 0% 

of international trade. Uncertain or Below 23% 



41 



-2- 



4. In general, I am sa- Strongly Agree 54% 
tisfieu with the quality Agree 38% 
of the consulting. Uncertain or Below 7% 

5. I would continue to work Strongly Agree 54% 
with these consultants. Agree 31% 

Uncertain or Below 15% 
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Comments/Suggestions from Consulting Evaluation 



This program is very helpful, especially for minority businesses who have 
little or no knowledge of what it takes to export. The facts were concise 
and accurate with no misconception of what it takes to accomplish your 
goals. Continue the good work. 

This was an excellent program and will be of long term benefit to my 
business. This is the kind of help Illinois businesses need. The 
consultants were extremely knowledgeable and interested in our success. I 
am grateful fcr this opportunity to have access to this high level of 
competence. I might add that the sessions were well-organized and very 
professionally conducted. 

Our field is microcomputer software sales. It is a newer field, yet growing 
rapidly. Current information regarding this area is just being put together. 
Hence, the information and experience I receive is extremely useful. 

Next sessions should contain information on dealing with the Agency for 
International Development and EMCs and ETCs, as well as presentations from 
other organizations and agencies who deal in foreign trade. 

These consultants are extremely knowledgeable and demonstrate sincere 
interest in our export success. I feel much more confident with this 
valuable resource. 

Would like to see a continuing course on various topics (marketing, banking, 
transportation, insurance, import -export , etc.) 

Mr. Rubly is a tremendous resource person. I hope he will continue to work 
with this program. 

I very much liked working with Laura Spingola. She is very informative and 
helpful in all aspects of export trade. With her advice I was able to move 
ahead with my new venture in the Philippines. 
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Appendix E 



CASE STUDY* 

A minority entrepreneur in the telecommunications industry became 
interested in international business in 1985. She had heard that there were 
many business opportunities in the Middle East, and she wanted to take 
advantage of them. Therefore, she joined a group that was interested in 
promoting trade with the Middle East. 

Through conversations with members of this group, she determined that the 
itercs most in demand in the region were automobile parts and accessories. She 
decided that 'she could act as an intermediary, securing orders and sourcing 
them in the U.S. 

The association which she had joined was host'ng a trade mission from the 
Middle East. The entrepreneur decided that this would be the opportunity she 
needed to meet potential business contacts. Using the profiles she had read 
and her impressions from her brief contacts, she selected seven members of the 
mission with whom she would like to do business. She spent a good deal of time 
and money entertaining them in the U.S. and sent them on their way hoping that 
an order would soon arrive. 

She -^s successful. In record time, thirty days later, she received an 
order for $250,000 worth of automobile parts from Saudia Arabia. 
Unfortunately, the order consisted of 150 items in various quantities, and thus 
she needed multiple suppliers. She found that the suppliers had major 
reservations about doing business in the Middle East, and would only ship parts 
F.O.B. U.S. dock, which would mean that the Saudis would have to pay cash in 
advance of delivery. The Saudis were willing to pay more, but they insisted 
that the order be sent F.O.B. Saudi Arabia, so that they would not have to pay 
until the goods were delivered. Nether party would compromise. 

About that time the entrepreneur met a man from Yugoslavia who suggested 
that the answer to her problem was to have the parts manufactured in Yu&.slavia 
and then shipped to Saudi Arabia. With conflicts in the Persian Gulf, it made 
sense to ship on a neutral Yugoslavian ship. Further, this arrangement would 
reduce freight and insurance costs and delivery time. 

For eleven months the entrepreneur negotiated with the Yugoslavians. 
Finally she got a contract. But then the Yugoslavians became greedy. They 
wanted to change the payment terms and profit distribution. They wanted the 
payments to go through them and have the entrepreneur wait 60-90 days for her 
share. The Letters of Credit had been between the entrepreneur and the Saudis. 
Changing them to go between the Yugoslavians and the Saudis would effectively 
cut out the entrepreneur, and make her give up her contacts. Three months 
later she refused. 



* This case was prepared by Kristin S. Moe, graduate student in International 
Business at The University oT Illinois at Chicago. 
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By chance the entrepreneur met another Yugoslavian in tha U.S. who 
represented 60 factories. It seemed as if negotiations with him would be easy, 
as he brought with him a document which he called a "standard factory 
agreement." Unfortunately, the 20-page agreement was written in 
Serbo-Croatian. Coincidental ly, the entrepreneur met a person who could 
translate the document because he spoke several languages, including Arabic and 
Serbo-Croatian. He and the entrepreneur became partners in the project and 
negotiations began. 

The negotiations were progressing smoothly when suddenly the second 
Yugoslavian disappeared and contact was lost. 

Now, months since the order was originally secured, the entrepreneur met 
with a group of people representing the Free Trade Zones, the 
customs-privileged facilities located worldwide. They told her that the best 
way to reduce risk when shipping to Saudi Arabia was to ship through the Free 
Trade Zones. They said it was important that the Saudis make the lime and 
financial investments. Selecting a zone which would minimize freight and port 
costs for suppliers and would encourage the Saudis to travel to inspect their 
merchandise would greatly reduce risk. 

Thib would solve many of the problems. However, the entrepreneur was 
still unable to source the parts in the U.S. Therefore, she still wanted to 
produce them in Yugoslavia. The entrepreneur happened to read about 
Yugoslavian quality-control problems and became concerned. She decided to 
visit the country, talk to agents and inspect factories. She signed up for a 
Yugoslavian factory festival. Unfortunately, due to illness the trip was 
postponed. 

It had been two years since the order was received and still there had 
been little progress. The economy of Yugoslavia began to take a turn for the 
worse. Inflation was 87%, banks were folding and now the Yugoslavian contacts 
wanted to barter instead of receive money. They wanted to trade their auto 
filters for Saudi oil, and they wanted a bigger trade. They wanted ten million 
dollars worth of oil for a number of Yugoslavian goods including marble, 
faucets and automobile parts. 

The entrepreneur started researching barter trade. She found that it is 
only recommended for cash-rich organizations. In addition, it is very complex, 
and, therefore, extremely difficult for a novice to make a profit. The more 
research she did the more she was convinced that barter trading was not for 
her. She heard several horror stories from people who had tried it. She 
decided to walk away from the entire deal. 

Thus, after more than two years of attempting to close a deal, the 
entrepreneur was never successful. She decided that the next time she got 
involved in international business would be after learning how to do it 
properly. 
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ANALYSIS 



This case highlights the dangers of entering the international business 
urena without preparation and getting away from one's own area of expertise. 
The entrepreneur knew nothing about exporting, and she had no experience in 
auto parts or in Saudi Arabia. To complicate this inexperience she relied on 
hearsay and chance meetings with people for guidance. 

Many people jump unprepared into the international business arena, 
expecting to make money quickly. Instead they almost always fail. Success in 
international business comes through research, through getting the advice of 
qualified people, and through working with reputable agents and buyers in 
foreign countries. The entrepreneur failed to research the market and the 
exporting process before her futile attempt at exporting. She believed that 
sourcing and shipping the merchandise would be simple, and the only difficulty 
would oe to secure the order. Needless to say this was not the case. 

Not being in the automobile industry, she did not know that U.S. suppliers 
were extremely wary of selling to Saudi Arabia. Had she been an insider, she 
would have been aware of this hesitation. Because she had no connections with 
or expertise in Saudia Arabia, it is difficult to imagine that she could have 
effectively acted as an intermediary in a situation where many people with more 
expertise had failed. 

Unfortunately, she relied on people who came to her or whom she met by 
chance to be her contacts, her partner and her suppliers. It is highly 
unlikely that she would have been so for^jnate to find reliable and qualified 
people by relying on fate. Instead, tn<; could have sought the recommendations 
of an international banker, a freight forwarder, a community college service 
provider, or a Department of Commerce Trade Specialist. These people could 
have given her qualified referrals. 

The entrepreneur lacked understanding of even the fundamentals of 
exporting. Had she been better prepared, she would have been able to seek out 
necessary information and advice to make sound decisions and thus e> ort 
successfully. 

The entrepreneur gave up the idea of exporting until, by chance, she came 
across an announcement about an export development program offered by two of 
the City Colleges of Chicago, Harold Washington College and Chicago City-Wide 
College. She decided to enroll in the program and was very surprised to learn 
about the many resources available in her own community to assist small 
businesses with exporting. 

Having learned the basics, she is now working in her own area, 
telecommunications, end exporting to an areu ^he is familiar with, the 
Caribbean. Her community college has used its strong ties with the business 
community to secure the services of an export consultant and other 
international business specialists to assist her. She is researching 
prospective opportunities thoroughly before seeking orders for products. In 
addition, she is talking with the manufacturers and other suppliers before 
orders are accepted. As a result of the advice and information her community 
college was able to supply, the entrepreneur is having far more success with 
her new venture. 
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